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Abstract

The article conducts a single case study through descriptive methods to analyze how the
construction project acquired its electrical kits. The construction project in Indaiatuba
Brazil needed pre-assembled electrical kits through its concrete wall construction method
so it required urgent procurement of these components. The procurement team dealt with
an intricate negotiation situation because different suppliers provided different price points
and delivery conditions and product quality levels. The negotiation process of the team
encountered unexpected obstacles which endangered the project timeline. The team needed
to create new solutions which would safeguard project essential requirements when
managing project value exceeding millions of dollars. The research investigates negotiation
methods which show how stakeholders use risk management to reach their objectives
while obtaining maximum value. The procurement team remains uncertain about their
outcome because they need to complete a contract that meets project needs but they face
major challenges to overcome.
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1. Introduction

Organizations need negotiation skills as their main competency to achieve success
in today's business world. Dias (2020) identifies four negotiation approaches yet Type Il
negotiation represents the fundamental method which business organizations need to use.
The model follows a systematic method which helps parties work together to achieve
beneficial results for all involved. The field enables Type II negotiation through three
fundamental research studies which validate its successful application. Bazerman and
Moore (1994) showed how personal opinions affect managerial choices and Fisher and Ury
(1981) established that principled negotiation produces agreements which last while Lax
and Sebenius (1986) explained how negotiation processes experience conflicting forces
between teamwork and competition. Research findings show that Type Il negotiation works
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successfully across different business environments. The research by Dias et al. (The
research by (2022) shows that trust and reputation operate as non-physical assets which
impact the outcomes of negotiation processes. The research by Dias et al. (2023) shows that
nonverbal body language through hand movements determines the success of negotiation
dialogues. The Type II negotiation approach shows its effectiveness by working between
construction (Dias, 2023) and retail pharmacy (Valente & Dias, 2023) and government
procurement (Dias & Navarro, 2020) sectors. Sebenius (2013) develops Level II
negotiations which require negotiators to help their counterparts build stronger BATNA
(Best Alternative to a Negotiated Agreement) to create mutually beneficial agreements.
Business negotiations depend on Type Il negotiation as their fundamental framework which
receives support from both theoretical and practical research. Organizations that follow
these principles will improve their decision-making abilities while building stronger
partnerships which result in sustainable effective outcomes, as illustrated in the following
Figure 1:

TIPO TIPO

Duas partes Duas Partes
Um Assunto Multiplos Assuntos
TIPO TIPO
Multiplas Partes Muiltiplas Partes
Um Assunto Multiplos Assuntos

Figure 1 The Four-Type Negotiation Matrix
Source: Dias, 2020. Reprinted under permission.

2. Materials and Methods

The research design of this study employed qualitative methods according to
Saunders et al. (2009). The research design consists of a descriptive single-case study which
analyzes the negotiation between a telecommunications company and their client during a
consumer lawsuit according to Yin (2004). The case study research method enabled
researchers to study negotiation processes in depth because it revealed all the intricate
elements that affect the process. The single-case design allows researchers to study the
complete environment of the negotiation process which generates detailed information
about the situation. The research participants received complete protection through the use
of their actual names and business identities which remained confidential. The research
team obtained data through document analysis of negotiation records and conducted
interviews with key stakeholders who actively participated in the negotiation process.
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The researcher used inductive methods to analyze data which enabled them to
discover patterns and themes in the collected information. The analysis process used
interpretive methods to understand how participants in the negotiation process interpreted
the situation. The research maintains complete transparency through its use of actual
company names and employee identities from the original negotiation scenario. The
research maintains its original negotiation context through this decision because it follows
both compliance requirements and ethical research standards which protect the
organizations and their stakeholders.

3. Context and Negotiation

The residential development project located in Sdo Paulo's interior used concrete
wall construction as its building method because this method has become popular in the
industry for its operational efficiency and affordable costs. The project team needed to
acquire pre-assembled electrical kits which consisted of cables and conduits and junction
boxes because these kits needed to be inserted into concrete walls during construction. The
project requires immediate procurement of these kits because they need to be placed inside
concrete walls during construction. The procurement team faced an urgent situation
because the acquisition request arrived after the optimal time which required them to find
optimal pricing and delivery and quality terms. The project stakeholders defined three
negotiation requirements which included using approved cable brands and checking
supplier financial health and demanding suppliers to show finished project examples for
product performance validation. The buyers evaluated five potential suppliers which
included three approved vendors and two new vendors that needed homologation
approval. The suppliers offered price quotes for 400 kits which ranged from R$865,000 to
R$1,156,000 and required delivery times between 20 to 30 days. The project budget
established R$1,075,000 as its highest possible value. The project team selected the
supplier who provided the most affordable price and met all delivery requirements and
showed exceptional historical performance. The financial stability assessment of the
supplier showed major outstanding debts while service quality reports showed a
downward trend.

The project board ended the contract with this supplier relationship because the
supplier demonstrated weak financial stability and unreliable delivery performance. The
procurement team found an unapproved supplier who maintained their quote within the
established budget parameters. The team held a direct meeting to establish all
requirements while checking both technical and financial standards. The supplier provided
three additional benefits to the agreement which included a price reduction to R$1,065,000
and faster delivery within 20 days and immediate delivery of 30 kits within 10 days for
testing purposes. A single technician was dedicated full time to monitor the first installation
process while maintaining quality standards. The negotiation reached success through
financial advantages and protective measures which defended against possible threats. The
selected supplier fulfilled all necessary conditions at budget-friendly rates while bringing in
a fresh business alliance that would assist upcoming initiatives.
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4. Summary of Findings on the Negotiation Dynamics

The possible agreement range between R$1,075,000 and R$1,200,000 defined the ZOPA.
The supplier provided technical support for installation to enhance quality assurance as
part of the non-monetary value exchange. The supplier provided two delivery concessions
which included shorter delivery times and early delivery of part of the order to help prevent
project delays. The negotiation process followed stakeholder requirements by verifying
brand approval and financial stability and project references. The supplier provided price
reduction and improved delivery terms to the project stakeholders who accepted higher
costs than the lowest bid for risk reduction purposes. The team evaluated three different
options which included re-starting supplier negotiations and modifying budget restrictions
and implementing standard electrical installation procedures. The case shows how
procurement negotiations between financial evaluation and risk control and relationship-
based trust work together. The project reached its objectives through supplier verification
and non-financial agreements which transformed an unapproved supplier into a
dependable business partner for upcoming projects.

5. Discussion and Implications

The case study shows how financial aspects in construction projects lead to intricate
procurement negotiations because they influence trust development and risk management
and organizational planning. Bazerman and Moore (1994) showed through their research
that managers base their choices on personal judgment but their negotiation outcomes get
influenced by mental distortions and restricted logical thinking (Weber, 2010). The
procurement team chose to reject the supplier with the lowest bid because they wanted to
evaluate financial stability factors which Raiffa, Richardson and Metcalfe (2002) describe as
essential for scientific and artistic collaborative decision-making in negotiation.
The research methods of Creswell (2014) and Saunders, Lewis, and Thornhill (2009)
support the use of mixed-methods and case study approaches (Yin, 2004) to study complex
negotiation processes. The research example demonstrates this method through the
combination of quantitative budget data with delivery timeline information and qualitative
assessments of trust and supplier reputation and reference check results. The research
design follows Dess and Lumpkin (2003) who explained strategic management through the
combination of financial resources with non-monetary business assets.
The Four-Type Negotiation Matrix by Dias (2020) classifies this situation as Type II
negotiations because it needs organized team work to develop shared advantages.
The procurement team used structured evaluation methods for suppliers until they adopted
situational approaches, as financial risks emerged, according to Dias (2020c).

The negotiation process involved two essential elements from Sebenius (2013),
Fisher & Ury (1981), Pruitt (1981), and Lax & Sebenius (1986): the board's definition of
budgetary agreement zones and suppliers' alternative options, which influenced their
negotiation flexibility. The research by Dias and Lopes (2021) shows trust operates as the
main regulatory system which produces negotiation outcomes by creating confidence that
directs decision-making activities. The procurement team chose the supplier with the
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highest price because of their financial instability which proved that trust functions as a
vital business asset that goes beyond monetary value according to Dias et al. (2022) and
Dias (2020b). Santos and Dias (2024) show that trust develops through open business
operations and supplier reputation growth which now plays a critical role in supplier
homologation. The new supplier gained credibility through direct contact which supported
the research findings of Dias and his colleagues (2023) about nonverbal negotiation
behaviors. The negotiation process needed dispute-resolution mechanisms (Dias, 2020d;
Dias et al,, 2023) to perform relational repair, which brought stakeholders and the new
supplier into alignment. The negotiated concessions included price reductions, faster
delivery, and technical assistance, which demonstrated mutual advantages, according to
Shell (2006) and Salacuse (2003, 2006). The case study shows how nonmarket negotiation
forces (Navarro & Dias, 2024) shape business decisions by leveraging external factors that
impact corporate reputation and relationships.

The negotiation principles developed by Dias and his team (2020-2023) for
healthcare and construction and government procurement simulations have achieved
success in all settings. Research data shows financial elements do not determine negotiation
success because trust-based relationships and reputation and adaptable negotiation
techniques produce equivalent effects on findings. The research example shows how
Zartman (1988) negotiation elements work through communication and relationship
management and concession techniques which support Rubin and Brown's (1975) findings
about human social interaction perception. The decision to choose reliability over cost
demonstrates that Kissinger (1969) and Schatzki and Coffey (1981) endorse strategic
planning for negotiations because it produces superior outcomes than focusing on short-
term cost reduction. The case shows that successful project negotiations need established
frameworks (Dias, 2020; Lax & Sebenius, 1986) and different research methods (Creswell,
2014; Yin, 2004) together with solid relationships between parties (Dias & Lopes, 2021;
Santos & Dias, 2024). Organizations that manage financial constraints and non-monetary
business assets will create partnerships which bring financial stability and strategic value.

6. Conclusion

The research shows that construction project procurement negotiations need more
than financial analysis because they demand trust development and risk management and
strategic planning. The case study showed that the supplier selection based on lowest price
did not work because the company's financial instability and deteriorating service quality
made them unacceptable for the project. The selection process demonstrates how
organizations need to evaluate both physical assets and non-physical elements which
include financial stability and reputation and trust during their negotiation activities. The
stakeholders achieved project sustainability through their selection of reliability and long-
term business potential instead of short-term cost reductions. The negotiation process
showed that parties achieved a sustainable agreement through their willingness to make
concessions which included price modifications and delivery accommodations and technical
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assistance. The research demonstrates that successful negotiation requires more than price
optimization because it needs to find economic stability through strategic sustainability.

7. Future research

Future research is encouraged on monitoring supplier relationships developed
under financially unstable conditions will reveal the extended effects of risk-oriented
business choices. Research is needed to examine the development of trust on virtual
negotiation platforms as digital communication systems continue to expand their user base.
Research into the development of virtual trust would allow scientists to develop new
negotiation theories that can function on digital platforms. The research activities will
strengthen negotiation theory while providing operational solutions to organizations that
manage complex supply networks and global markets with financial constraints and
relationship-based trust requirements.
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